





SEMIANNUAL INDEX OF ARTICLES 
January through June, 1976 


— Based on the Million Dollar Round Table's Information Retrieval Index System — 





100.00 ACCIDENT & HEALTH 
INSURANCE (INDIVIDUAL) 


.03 Income Replacement Disability 
Income 

Are We Going to Witness the 
Demise of Non-Can Disability 
Income? 
Robert Osler 

Confidence and Professionalism. 
Keys to the Businesswomen’s 
Market 
Jim Malone 1/7 

How to Sell 200 Disability 
Income Policies in One Year 
James Krisinger 

Interpreting the Definitions of 
Disability 
Robert Osler. 2/76—p. 

Placing Additional Non-Can 
on Group LTD Coverages 
Robert 5/7 

Quote Your Rate Book, 
Not the Social Security 
Administration 
Robert Osler 

04 Major Medical 

Forecast: A shower of platelets 
followed by a downpour of 
medical expenses 
Robert Osler 


400.00 ADVERTISING/PUBLIC 
RELATIONS 


.01 Brochures 

Why Use A Public Relations 
Booklet ? 
James Ballew, CLU 

How to Develop Your Own 
Public Relations Booklet 
James Ballew, CLU 

-04 Personal P. R. 

Radio Advertising (Part I) 
James Ballew, CLU 6/76—p. 


2/76—p. 


16 





THE INSURANCE SALESMAN 


“P-s-s-s-s-t! Wanna hot lead?” 


JUNE, 1976 


Some Practical Aspects of 
Billboard Advertising 
James Ballew, CLU 5/76—p. 
Using Billboards to Establish 
Your Identity 
James Ballew, CLU 


700.00 ANNUITIES 
03 TSA 
No-Cost Retirement Benefits 


for Employees 
Samuel Farb 


1600.00 CHARITY (foundations, 
gifts, bequests) 

My Approach to Charitable Giving 
J. Hugh Rich, Sr /7 


2400.00 EMPLOYEE BENEFITS & 
EXECUTIVE COMPENSATION 

No-Cost Retirement Benefits for 
Employees 
Samuel Farb 

-02 Bonus Plans 

That Beautiful Term Conversion 
Bob Myers, CLU 

-16 Salaries 

Defined Benefit HR 10 
Robert Ware, JD, CLU....6/76—p. 


.20 Stock Options 
Combination Section 79 and ESOT 
Robert Ware, JD, CLU....3/76—p. 


2500.00 ESTATE PLANNING 

Estate Planning in Rural Areas 
Thomas Morris 4/76—p. 

Time Control In Estate Planning 
Paul Schwind 


3300.00 GROUP INSURANCE 
-11 Life 
Mass Selling and Analysis: 
A $2 Million Technique 
Paul Avery 
-16 Small Group 
Combination Section 79 and ESOT 
Robert Ware, JD, CLU....3/76—p. 
Section 79, Premium Allocation 
Rider 
Robert Ware, JD, CLU....2/76—p. 


3600.00 INSURABILITY OPTION 


GIO: The Ideal Option 
William Watson, CLU....4/76—>p. 


3700.00 INTERNAL REVENUE 
Fiduciary Standards 
Robert Ware, JD, CLU....1/76—p. 





FINANCIAL HIGHLIGHTS 1975 





Premiums Earned 
Investment Income 
Assets 

Shareholders’ Equity 
Net Income 

Earnings Per Share 
Dividends Per Share 





1975 1974 








$38,228,609 
1,444,876 
35,064,640 
11,639,635 


$28,772,770 
1,203,933 
29,971,517 
10,042,983 
1,420,368 1,457,498 
1.58 1.62 

50 50 








The above figures are presented on a (GAAP) 
Generally Accepted Accounting Principles Basis. 


We will be pleased to mail a copy 
of our 1975 annual report to you upon request 


UNITED FIRE INSURANCE COMPANY 


A DIVERSIFIED INSURER 


New York, New York 


Executive Offices: One East Wacker Drive, Chicago, Illinois 60601 














3900.00 INTERVIEW TECHNIQUES 4200.00 JUVENILE INSURANCE 
Door Opening and Fact Finding Stop! You’re Passing Up a 
With IRA ‘ Secondary Market 
George Dzambik 5/76—p. 17 Roger Pinnow 
.02 Approach ‘ 
Closing Means Decisions... His! 4400.00 LIFE INSURANCE 
ome —. With A - 2 02 As an investment 
One-Interview Sales System — — Sales With A 
G. Jackson Howorth........3/76—p. 24 G. Jacks ag meee 
as Fact Finding ik 2 a 
reating Estates Wit 
One-Interview Sales System Seer IR ATION TOWER 
G. Jackson Howorth 3/76—p. PHRASES 
o en Tepes aon Call Me If I Can Help—Empty 
i 
Toes Church , Words to a Widow 
Pp 
.06 Answering Objections Jane M. Densmore 
Answering Two Common .02 Psychology 
Objections Enthusiasm Versus Sales Slumps 
Dale M. Coughlin . 24 Louis Coopmans 








Fundamentals 
You Need 

to Sell 
Health 
Insurance 


140 pages Bi.” x 11” Paper Bound 


“Guide to Health Insurance” is right up-to-the-minute with the latest develop- 
ments in the field of Health insurance. It covers the fundamentals and serves 
as a study text. A 13-page Glossary of Terms includes the latest definitions 
from the Committee on Health Insurance Terminology. This book will serve 
as an excellent text in study for license examination. While in a fundamental 
treatment, a number of non-sales subjects must be discussed, Guide to Health 
seeks to be as sales-minded as possible, endeavoring always to bring out those 
facts that will help the alert reader develop sales points for use in the field. 


Robert W. Osler, the author, is known in both Life and Health fields, how- 
ever, it would be a safe guess that his chief interest is Health and Disability 
Income insurance. He is a writer and speaker. (His column appears in this 
magazine.) His awards for achievement in the field of insurance are numerous. 





PRICE: $5.00 per copy #29120 


Aucune | The Rough Notes Co., Inc. 
P. O. Box 564, Indianapolis, Ind. 46206 











| 
| Please send me copies of Guid: 
sectcg areas an vide to Health Insurance. 
ORDER ON | | understand that if | am not completely satisfied the book may 
APPROVAL | be returned for full refund. (Shipped postpaid if cash with order. 
Keep the book for ! Please add your state tax). 
10 days—if you are 
not satisfied, return | NAME 
it. Any advance | ADDRESS 
payment will be | 
promptly refunded. | CITY 
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I Built a Clientele with 

“Package Sales” 

Thomas DeLucia, CLU....6/76—p. 45 
Increase Your Sales With A 

Simple Comparison 

G. Jackson Howorth . 30 
No Problem, No Sale 

G. Jackson Howorth . 83 
Motivation for General Agents 

and Managers 

Robert Jansen . 52 
Profitable Debit Management 

. RK. Fi 6/76—p. 34 

Where Am I? Where Are You? 

Donald Hoovler, CLU.....4/76—p. 12 


5600.00 PERSONAL AND OFFICE 
EFFICIENCY 
.01 Planning and Time Control 
It’s Perspiration, Not Inspiration 
that Really Matters 
Don Levy 4/76—p. 82 
Work Smart and Hard 
Gary Hill 2/76—p. 38 
.02 Prospecting and Sales 
Procedures 
Property and Casualty Insurance: 
A Whole New Experience For Me 
Elmer Henderson 3/76—p. 34 
Uncle Sam and Ma Bell: 
Partners in Prospecting 
J. Tillman Williams, 
CLU 
.07 Policyholder Service 
The True Meaning of Service 
C. L. Parks, CLU 4/76—p. 


6000.00 PROSPECTING 
Getting New Business From 
Clients 
J. Wilson Wagner 


7200.00 SUBSTANDARD 
INSURANCE 

Rated Applicants Make Good Clients 
Thomas Spink 3/76—p. 20 


7400.00 TAXES 
.02 Federal 
-021 Estate Taxes 
Saving the Old Homstead 
(How to Disinherit the IRS) 
Larry Bioise 5/76—p. 22 


7700.00 TERM INSURANCE 
.01 Annuities 
That Beautiful Term Conversion 
Bob Myers, CLU 1/76—p. 22 


7800.00 THIRD PARTY 
INFLUENCE 

.02 Centers 

How to Work Effectively With the 
Other Members Of Your Estate 
Planning Team 
Richard Coles, CLU 6/76—p. 22 


8500.00 WILLS 
-03 Sample Provisions 
When There’s a Will 
There’s a Sale 
Robert Ware, JD, CLU..5/76—p. 9 
x *k * 
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THE INSURANCE SALESMAN 


Rough Notes’ THE INSURANCE SALESMAN 




















SEMIANNUAL INDEX OF ARTICLES 
July through December 1976 


— Based on the Million Dollar Round Table's Information Retrieval Index System — 





100.00 ACCIDENT & HEALTH 
INSURANCE (INDIVIDUAL) 
-03 Income Replacement Disability 

Income 
Business Health Insurance— 


Funding the Buy-Out Agreement 
Robert Osler 


Business Health Insurance—Key 
Man Coverage 
Robert Osler 


Business Health Insurance—Part- 
nership/Close Corporations 
Robert Osler 

Business Health Insurance—Sole 
Proprietors 
Robert Osler 

Can Provisions of a Non-Cancellable 
Contract 
Be Changed? 
Robert Osler . 14 


Tax Consequences to Employees 
Robert Osler . 38 


400.00 ADVERTISING/PUBLIC 
RELATIONS 
.01 Brochures 
How I Built a Clientele in the 
Medical Profession 
Donald Foster. 
-04 Personal P. R. 
Getting Local Publicity as a Life 
Underwriter 
James Ballew, CLU 11/76—p. 
Radio Advertising (Part II) 
James Ballew, CLU 
Television Advertising (Part 1) 
James Ballew, CLU p. 42 
Television Advertising (Part II) 
James Ballew, CLU . 60 
Tips on Using Publicity Photographs 
James Ballew, CLU.....12/76—p. 34 
Using News Releases for Local 
Publicity 
James Ballew, CLU 10/76—p. 14 
800.00 ARTICLES, SPEECHES, 
BOOKS, BROCHURES 


Will Our Policyholders Benefit ? 
William Weaver, Jr. ...... 10/76—p. 





“ESTATE PROTECTION— 


UNDER THE TAX REFORM 
ACT OF 1976” 


A NEW BOOK BY IAN D. McPHAIL, LLB, AUTHOR OF “PROBATE AND TAXES,” MAKES IT 
EASIER TO PRESENT RECOMMENDATIONS TO YOUR CLIENTS. 








) 


STATE 
PROTECTION 


UNDER THE 
REFORM 
Tet OF 1976 


‘i aaa 





GET YOUR COPY HOT OFF THE PRESS IN EARLY 1977 — AND SAVE $1.00 BY ORDERING IN 


ADVANCE. 


ALL ORDERS RECEIVED IN JANUARY WILL BE DELIVERED POSTAGE PREPAID 


AT $13.95. ON FEBRUARY 1, 1977 THE PRICE WILL BE $14.95. 





*©ESTATE RESEARCH INSTITUTE 


Fatablished in Boston in 1928 under the name Estate Recording Company 


OVER 48 YEARS OF CONTINUOUS SERVICE TO THE FINANCIAL COMMUNITY! 


TEAR OFF AND MAIL WITH YOUR CHECK TODAY! 





TO: ESTATE RESEARCH INSTITUTE, Post Office Box 96, Aptos, CA 95003 


Please enter my order for your advance copy of “ESTATE PROTECTION 


for the $13.95 special price 


Name 


UNDER THE TAX REFORM ACT OF 1976” 





Company 





Address 7 





City 





“California residents ptease add 6% sales tax to total 


1S 12-76 











1600.00 CHARITY (foundations, 
gifts, bequests) 
How to Give Life Insurance to 
Charity 
Robert Ware, JD, CLU....10/76—p. 8 
2400.00 EMPLOYEE BENEFITS 
& EXECUTIVE COMPENSATION 
Sales Basics of Section 79 (Part I) 
Maurice Betman, CLU 
MSPA p. 34 
Sales Basics of Section 79 (Part II) 
—Using the Ledger Street 
Maurice Betman, CLU, 
MSPA 
07 Deferred Compensation 
Anatomy of A Deferred Comp. Case 
Jack Montgomery, CLU..7/76—p. 


2500.00 ESTATE PLANNING 
Pluses and Minuses of Total 
Financial Planning 
Michael C. Konner, 
CLU 


05. Computerized 

How I Built a Clientele in the 
Medical Profession 
Donald Foster 


3300.00 GROUP INSURANCE 

03 Assignment of 

Estate Aspects of Section 79 
Robert Ware, JD, CLU......7/76—p. 

-11 Life 

Gift Tax Aspects of Section 79 
Robert Ware, JD, CLU......8/76—p. 

112 Permanent 

How to Visually Present Section 79 
Don Crawley, CLU 

Sales Basics of Section "9 (Part I) 
Maurice Betman, CLU, 
_} : 4 eee: 9/76—p. 


: 
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THE INSURANCE SALESMAN 


“The first part of your training is to 
forget everything you’ve heard about 
great salesmen having pleasant person- 
alities.” 


Rough Notes’ THE INSURANCE SALESMAN 





Sales Basics of Section 79 (Part IT) 


—Using the Ledger Sheet 
Maurice Betman, CLU, 


Section 79 and ERISA Reporting 
Robert Ware, JD, CLU 

Section 79 in Advanced Under- 
writing Situations 


Robert Ware, JD, CLU....i11/76—>p. 


3900.00 INTERVIEW 
TECHNIQUES 

.06 Answering Objections 

Objections are Inevitable, 
Unavoidable—and Welcome 


G. Jackson Howorth......10/76—p. 


4600.00 MASS MARKETING 
.06 Life 
Mass Marketing and Third-Party 
Programs 
Roland Baker 


5000.00 MOTIVATION/IN- 
SPIRATION/POWER PHRASES 
Keep Your Selling Simple 
Karl Bach 
.01 Philosophy 
Be Professional. . . On Purpose 
L. + nan CLU, 


Fundamentals are Fixed; It’s 
Price That Varies 


Wayne McHargue, CLU..8/76—p. 


5300.00 PARTNERSHIPS 

0.3 Pro-Con 

Assets and Liabilities of Agent 
Partnerships 
Jon Baker, John Lander, 


David Flagg, CLU 9/76—p. 


5500.00 PEOPLE FILE 

.02 Lawyers 

They Should Have Told Me What 
to Expect 
Thomas Wolfe 


5600.00 PERSONAL AND 
OFFICE EFFICIENCY 

.04 Facilities & Equipment 

Mobile Office, Permanent Clients 
Calvin Mann, CLU 


6000.00 PROSPECTING 
Building Professional Centers of 
Influence 

Gary Leman 
My Prospecting and Time Control 
E. Lynn Hutchings 
The Neglected Market 


James Linn, CLU 8/76—»p. 


Write a Million a Year Without 
Trying Hard 


Thomas Otteson, CLU..10/76—p. 


6700.00 SOLE PROPRIETOR 
Should a Sole Proprietor In- 
corporate ? 


Ned Gamsky, CLU 8/76—p. 


7000.00 SUBCHAPTER-S 
ELECTION 

Subchapter S Sales in the Rural 
Market 
Larry Bloise 


7400.00 TAXES 

.02 Federal 

Sales Opportunities in the 
1976 Tax Reform Act 
Robert Ware, 
JD, CLU 
.021 Estate 
Estate Aspects of Section 79 


Robert Ware, JD, CLU......7/76—p. 


.022 Gift 
Gift Tax Aspects of Section 79 


Robert Ware, JD, CLU......8/76—>p. 


Tax Shelter Prospects Out On the 
Farm 
Larry Bloise 
* 


DECEMBER, 1976 





11/76—p. 


11/76—p. 


12/76—p. 





It's Not Just the 
$2,194 Price Tag, 
It's the Upkeep! 


This year marks the 30th an- 
niversary of our all-time record 
in weddings. 


The year 1946 was a time 
when the boys came home from 
World War II—and the girls 
sure were glad. More than 4% 
million Americans were married 
that year, and the great “baby 
boom” was launched. 


Today, the birth rate is down 
sharply — from 26.8 per 1,000 
population in 1947 to 14.6 now. 
But the cost of having a baby 
has been going up just as sharp- 
ly, reports the Health Insurance 
Institute. 


In the past five years alone, 
the price tag on a new addition 
to the family has gone up by 
nearly 40 percent. 


When the Institute conducted 
its last baby-cost study in 1971, 
the cost of having a baby came 
to about $1,600. Today, a newly 
born infant costs its parents 
$2,194. 


This figure is a national aver- 
age and varies considerably by 
region. The total includes $1,190 
for hospital and medical ex- 
penses, and covers all expendi- 
tures beginning with obstetrical 
care right on through to the 
baby’s first week’s stay at home. 


Here is how the figures stacked 
up when baby expenditures were 
tallied: 


e Hospital costs came out to 
$782. This average included $512 
for daily room charges for four 
days, $110 for the labor and de- 
livery room and $160 in nursery 
charges. 


@ Medical costs were: $408, 
including the $350 fee for the 
obstetrician, $35 for pediatric 
care and $23 in miscellaneous 
charges. 


e The baby’s wardrobe plus 
nursery items — including such 
items as fitted crib sheets, baby 
carriage, vaporizer, vitamins and 
crib mobiles—came to $740. 

@ Mother’s maternity clothes, 


including dresses as well as un- 
derwear, came out to $264. 








New Edition.... 








every 

life & health 
insurance 
situation 








Need a pre-approach letter to sell 
Mortgage Cancellation — Retirement 
Income — Disability Income — Career 
Women—or any other type of Life 
and Health insurance program This 
new edition of "109 Direct Mail Let- 
ters" contains ready-to-use letters cov- 
ering almost every Life and Health 
situation. Each letter is on a page by 
itself, ready to be copied or adapted 
to your special circumstance. The in- 
dex in front enables you to quickly 
locate any particular letter you need. 
New subjects included in the book 
are: IRA/ERISA — ESOT — Section 79 
— Business Overhead Expense — Ca- 
reer Women. Here's all the letters 
you ever wanted to write but didn't 
have time to compose —in a “pack- 
age" — indexed for quick reference — 
ready to type and mail—$3 per copy! 


THE INSURANCE SALESMAN 
P. O. Box 564 


Indianapolis, IN 46206 


Please send me a copy of "109 Direct 
Mail Letters" #29321 @ $3, and bill 
me. 


SHIPPED POSTPAID IF CHECK WITH ORDER 


NAME 





ADDRESS 





CITY 





STATE 











al 


